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CPA-Financial Planners:
Take Notice of New Circular
230 Regulations
Kevin J. Delaere, CPA, CFPTM
The ongoing battle to combat abusive tax shelters has led the Internal Revenue Service to
establish specific new regulations that became effective in June. The depth of the impact on
financial planners is yet to be determined—requiring them to be on notice to guard against
potentially damaging consequences.
The new IRS Circular 230 regulations became effective on June 20. These new regulations,
while specifically aimed at tax professionals, need to be understood by financial planners and
their clients. While the target of these regulations is abusive tax shelters, the broad language
employed will affect almost any professional giving tax or financial advice as to the potential
tax consequences of a transaction, arrangement, or plan.

Mandatory Standards
There are two mandatory opinion standards in the regulations. Section 10.35 provides stan
dards for covered opinions, and section 10.37 relates to other forms of financial advice. CPAcredentialed financial planners and their clients need to be aware of both sets of standards.
Section-10.35-covered opinions apply to written advice pertaining to tax issues arising from
three types of written advice, the first being advice given regarding listed transactions.
Examples of listed transactions can be found on the IRS's Web site at: www.irs.gov/businesses/corporations/article/0„id = 120633,00.html. It is this list that will draw the most scrutiny
from the IRS and, consequently, financial planners may wish to consider employing outside
advisers or independent counsel when a client is involved in a listed transaction.

The second type of written advice relates to plans or arrangements, the principal purpose of
which is the avoidance or evasion of any tax. These transactions will be substantially similar to
listed transactions and are also likely to draw increased scrutiny.
The third type of written advice relates to a transaction, plan, or arrangement where a signifi
cant purpose of tax avoidance or evasion exists if the written advice is:

• A reliance opinion given at a more-likely-than-not level of confidence
• A marketed opinion that will be used or referred to by any other person

• Subject to conditions of confidentiality

aicpa:

• Subject to contractual protection
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The definition of "significant purpose" has
not been made clear in the regulations
and has the potential to be applied to a
number of circumstances. It is conceiv
able that certain estate planning transac
tions, such as a GRAT or QPRT, would
not be entered into if it weren't for the
tax benefits and, thus, could be consid
ered a "significant purpose" transaction.

Section 10.35 includes standards profes
sionals must follow when issuing a
covered opinion. Practitioners must:

— Use reasonable efforts to identify
and ascertain the facts, which may
relate to future events if a transaction
is proposed.
— Not base the opinion on any unrea
sonable factual assumptions, for
example it is unreasonable to assume
that a transaction has a business pur
pose or is potentially profitable apart
from tax benefits.

— Not base the opinion on any unrea
sonable factual representations, state
ments, or findings of the taxpayer or
any other person. For example, a prac
titioner may not rely on a factual repre
sentation that a transaction has a busi
ness purpose if the representation does
not include a specific description of the
business purpose or if the practitioner
knows or should know that the repre
sentation is incorrect or incomplete.
— Relate the applicable law (including
potentially applicable judicial doc
trines) to the relevant facts.

— Consider all significant federal tax
issues and provide a conclusion as to
the likelihood that the taxpayer will
prevail on the merits with respect to
each significant issue.
— Provide the practitioner's overall con
clusion relating to the transaction or
state that no such conclusion can
be reached.

It is important to note that the inability of
an adviser to "assume" a valid business
decision in essence requires the adviser
to authenticate the existence of a valid
business purpose—a step that will

create havoc among practitioners. Those
practitioners and planners that can make
their way through the tax gauntlet will find
a line of new clients forming at their door.

Day-to-Day
Written Advice
Section 10.37, while not as onerous
as the previous section, will affect the
day-to-day advice given by professionals.
This section covers other types of
written advice and requires a
professional to—
• Not rely on unreasonable factual or
legal assumptions;
• Not rely on representations or state
ments of others;

• Consider all relevant facts; and
• Take into account the possibility the
tax return will be audited, that an issue
might not have been raised, or that an
issue will be settled.

The term "other types of written advice"
is as broad as it is vague, and can be
read to include any written tax advice
including e-mail, facsimile, and text mes
saging. Minor questions from clients can
fall into this category, and following
these standards may require more due
diligence than is practical.
The regulations do allow for a disclaimer
that excludes the written advice from
Circular 230 requirements and, in turn,
does not allow a taxpayer to rely on that
advice for penalty protection. The dis
claimer, which should be readily apparent
to the reader of written advice, should
state that the opinion cannot be relied
upon for penalty purposes.
Given the ambiguity of the language
regarding other types of written advice,
the professional needs to determine the
extent to which he or she can follow the
standards set forth in section 10.37 and
whether a disclaimer should be included.
Because e-mail is covered by these
regulations and is widely considered
an informal means of conveying data,
similar to a phone call, professionals
Continued on next page
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must seriously consider the
use of the disclaimer on all
written communications
where the client is expecting
a quick, simple response.

ers." Tax adviser is a broad
er term, likely used to make
nonpractitioners aware of the
recommended standards.
Because of this, CPA finan
cial planners should include
the disclaimer on all written
tax advice.

The regulations provide
certain nonmandatory best
practices the professional
should follow. These recom
mendations, while helpful, do
not include anything a pro
fessional shouldn't already
be doing. The most important
practice is the process of
documenting and communi
cating the term, scope, and
purpose of the engagement.
Following that process will
help the professional deter
mine the extent to which the
regulation's standards apply
or whether the disclaimer
should be presented.

At the other end, a profes
sional who deals in less
sophisticated areas and
mainly provides compliance
and preparation services may
be best served by including a
disclaimer on all written cor
respondence. The profession
als that fall in between these
two extremes will need to
establish internal guidelines
that enable their tax prac
tices to function within the
new standards while still
providing clients the profes
sional, competent, and
efficient level of service
they require.

A quick review of listed
transactions at the link pro
vided on page 1 will reveal
issues that tax advisers or
financial planners deal with
on a regular basis, including
Roth IRA's, nonqualified
benefit plans, and compensa
tory stock options.

Real-world applications of
these regulations have yet to
be tested due to its recent
effective date. The extent to
which a professional's prac
tice is affected will partly be
based on how that practice
is structured and its main
practice area. At one end of
the spectrum, the professional
who frequently issues opin
ion letters and offers com
mentary on the tax conse
quences in certain technical

Although these regulations
primarily target those
practicing before the IRS,
a CPA working as a financial
planner will invariably come
to face the various issues
set forth in Circular 230.
Whereas the language of the
regulations typically refers to
"tax practitioners," a term
defined as CPA's, attorneys,
enrolled agents, and enrolled
actuaries, the best practices
section applies to "tax advis

NEW! NEW!

Recommended
Best Practices

areas will need to become
intimately familiar with these
regulations and apply them
on a thorough and consistent
basis. These firms should
still use the disclaimer on
their day-to-day and non
covered opinion written
advice.

KEVIN DELAERE
is director of the Wealth Management
Group of GK & Co. Financial Services,

LLC, an affiliate of Groen, Kluka &

Company, PC., working extensively

with personal and corporate wealth
management clients. While at the firm,

he has also worked extensively with
small businesses and individuals pro

viding a broad range of accounting,
tax, and consultative services. Mr.

Delaere can be reached at 248-3625000 or Kevin.delaere@lpl.com.

It appears the regulations
have given the IRS the flexi
bility to define which trans
actions, plans, and agree
ments are covered by these
regulations and which pro
fessionals can be held
responsible under the stan
dards. The depth of the finan
cial planner's involvement in
recommending or advising
on those issues needs to be
determined with the stan
dards and consequences of
the Circular 230 regulations
in mind.

The full text of Circular 230
and its subsequent regula
tions and guidance is avail
able at http://www.irs.gov.●

Divorce and Education Planning Added to PFP Center
In a continuing effort to provide PFP Section members with the necessary tools and information to
render quality financial planning services to clients, two new resource areas have been added to the
Personal Financial Planning Center: Divorce Planning and Education Planning. Divorce Planning topics
include: property settlements, estate planning, social security considerations, debt management, and
tax planning for child support and alimony. Education Planning topics cover college savings options,
education tax credits and deductions, college cost estimations, and student loan repayment strategies.
For more information, visit www.aicpa.org/pfp and click on the resources tab.
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Baby Boomer’s Guide to Estate & Medicaid
Planning by Jon A. Iverson, JD
Book Review by Debra Seefeld, CPA

History
Just when you thought you never wanted to
see another baby boomer's guide, here comes
Jon A. Iverson's Baby Boomer's Guide to
Estate 8 Medicaid Planning. Unlike so many
other guides on the market, Iverson's book is
well written in nontechnical language and
offers plenty of examples to explain otherwise
confusing concepts. In addition, the guide is
comprehensive enough to cover most ques
tions about estate and Medicaid planning
issues without dwelling too much on any
one topic.

If you are looking for a practice aid to help
educate your clients about issues—without
overwhelming them with the sometimes mindbending complexities that can arise—this
book is for you.
Because the guide is written in a way that
lends itself as a good quick reference, the
chapters do not need to be read in order. I
skipped around and first read the parts that
interested me the most. As an elder care prac
titioner, I started with Part V—Health Care and
Health Care Finance. This section by itself
makes this guide a valuable resource and
practice aid. Increasingly, baby boomers want
to know how to pay for long-term care, not
just for themselves, but also for their parents.
Educating clients about the fundamentals of
Medicaid is always a challenge, especially
because there is so much misinformation and
misunderstanding in the general public.
Fortunately, this guide can help demystify
many of the misconceptions.

Medicaid
The section on Medicaid is the longest of the
book. The author provides a straightforward
presentation of the basic Medicaid rules while
providing a very clear explanation of the
income and resource tests. His discussion of
spend-down strategies is also very straightfor
ward with numerous examples.
Some clients, however, may feel a little intimi
dated as they read through the various examPFP PLANNER — September/October 2005

pies of MMMNA, CSMIA, and CRSA. This,
however, is a great opportunity to help your
clients work through the examples that might
apply to their situation. Although Iverson
warns the reader, in three different places, not
to do Medicaid planning without competent
professional advice, he has done such a good
job of making it look easy that his warnings
will probably not scare away the determined
"do-it-yourselfer." If you give this book to a
client, you may want to have your own arse
nal of horror stories to warn them against
making potentially disastrous transfers of
assets without first consulting with you, their
trusted adviser.

LTC Insurance
The chapter on long-term care insurance is
also one of the most balanced I've seen in a
while. It's refreshing to see long-term care sta
tistics presented in a way that isn't overly
biased to selling insurance. How often do you
hear an insurance salesperson say there is
only an 8% chance that someone buying a pol
icy at age 65 will benefit from a term of cover
age in excess of five years? Planning for long
term care is complex enough without having
the data skewed. Your clients will appreciate
the balanced approach.

Probate
As we know, clients are often confused about
probate. Much of what they know they have
learned secondhand, and incorrectly at that.
Iverson's chapter on probate administration is
followed by three chapters on avoiding pro
bate. Together, the information clarifies most
of the common misunderstandings of what is
involved with probate administration. These
chapters, and the chapters on trusts and tax
able estates, should be required reading for
clients who want to learn the basics of
estate planning.

Appendices
The appendices may very well be as important
to the reader as the body of the text. They
function as an expanded glossary, giving the
reader important information about the role of

DEBRA SEEFELD, CPA

is a manager with Hereford, Lynch,
Sellars & Kirkham, PC. in Conroe,
Texas. She currently serves as audit
manager, overseeing the firm's

PrimePlus practice, and performs
peer reviews through the AICPA peer
review program. She is a member of

the AICPA/CICA PrimePlus/ElderCare

Task Force and the PFP Legislative &
Regulatory Affairs Panel. For further
information about this review, con
tact Mrs. Seefeld at 936-756-8127 or

dseefeld@hlsk. com.

JON A. IVERSON'S
Baby Boomer's Guide to Estate 8
Medicaid Planning is published by
Stonemark Publishing of Medford,

Oregon. The book costs $17.95 and will
be available September 1, 2005 at

physical and online bookstores by mak

ing reference to ISBN 0-9657936-2-1.

fiduciaries. For example, in Appendix B, the
author illustrates the role of an executor by
way of a sample attorney's letter to a new
executor that provides a general order and
"roadmap" of what to expect in the role as an
executor. Your clients will find this section
extremely beneficial.

Practice Development Aid
Good practice development aids are difficult to
find. Iverson's book will make starting the
planning process much smoother. I believe it
would be beneficial to purchase this book to
distribute to clients to help educate them on
estate and Medicaid planning issues. It would
also be a great way to reinforce what planning
has already been done for them and, quite
possibly, to open the door for additional plan
ning opportunities. ●

Key Benefits and Compensation
Features of the Consumer
Bankruptcy Act
John K. Graham, Esquire

On April 20, 2005, President Bush signed the
Bankruptcy Abuse Prevention and Consumer
Protection Act of 2005 (the "Act"), a measure
long sought by the banking and credit card
industries to tighten the rules for personal
bankruptcies. The Act also makes a limited
number of changes in the rules for corporate
bankruptcies. Several of the Act's provisions
are relevant to employee benefit plans—this
article highlights the principal changes.

Retirement Income
Protections, Public
Sector Plans, & IRAs

Employee Deferrals
Amounts deducted from an employee's wages
(on a pre-tax or post-tax basis) for contribu
tions to a retirement, health, or cafeteria plan
and held by the employer are protected from
claims of the employer's creditor even if they
have not been deposited in a separate trust
fund. This applies to employee contributions
for ERISA plans, governmental plans, public
and private sector section 457 plans, section
403(b) arrangements, and state-regulated
health insurance contracts.

Participant loans are no longer dischargeable
in bankruptcy. Individuals in personal bank
ruptcy proceedings can continue to have

Retiree Health Coverage
Cuts made in retiree health coverage within
180 days before the employer files for bank
ruptcy are to be restored (pending the ultimate
determination of how that coverage is to be
handled) if the employer was insolvent at the
time the coverage was changed.

Bankruptcy Priority for
Plan Contributions

In the 1992 case Patterson v. Shumate (504
U.S. 753), the U.S. Supreme Court held that
the Employee Retirement Income Security
Act of 1974 (ERISA) protects amounts held
for a participant's benefit in a pension plan
from the reach of that person's creditors in
bankruptcy. The Act now makes clear that
that protection applies, as well, to funded
non-ERISA plans that are tax-exempt under
the Internal Revenue Code (IRC), such as
public sector retirement programs, section
457 plans, and section 403(b) arrangements,
and to individual retirement accounts (IRAs).
However, there is a $1 million ceiling on the
protection for amounts held in IRAs (includ
ing Roth IRAs), except for amounts rolled
over from qualified plans.* Amounts held in
SIMPLE IRAs and SEP IRAs are not subject
to the $1 million ceiling.

Participant Loans

repayments withheld from their wages for
loans they took from their retirement plans,
within the limits set in ERISA or the Internal
Revenue Code.

The priority claim for unpaid contributions
owed to a retirement plan for the period just
before an employer's bankruptcy filing is
increased from $4,925 to $10,000 per partici
pant, and extended to cover unpaid amounts
due up to 180 days before the filing (up from
90 days).

Executive Compensation
The Act now severely restricts a bankrupt
company's ability to offer incentive compen
sation, stay bonuses, and severance pay
ments for executives. It also attempts to
make it easier to recover unusual amounts
paid to insiders under their employment
contracts within the two-year period prior
to the bankruptcy.

Effective Dates
In general, the changes made by the Act will
apply to bankruptcies filed on and after
October 14, 2005. However, some changes
apply in cases begun after April 19, 2005,
including the expanded priority for delinquent
plan contributions and the duty to restore
retiree-health cutbacks made by an insolvent
employer within six months before the bank
ruptcy filing.

* Ironically, on April 4, 2005, the U.S.
Supreme Court held that IRAs are shielded
from bankruptcy creditors under current law,
based on a rationale that would extend to
other non-ERISA retirement programs, as well
Rousey v. Jacowey (544 U.S._ _ _ ). Going
forward, any questions about how that works
will be answered under the Act. ●

Personal Financial

JOHN K. GRAHAM,
ESQUIRE, currently serves as
regional director of compliance
research for The Segal Company, an
employee benefits and human
resource consulting firm. Mr. Graham

is an ERISA/employee benefits attor
ney with over twenty years of experi
ence in the areas of qualified and
nonqualified retirement plans (includ
ing defined contribution and defined

benefit plans), health and welfare
benefit plans, executive compensa
tion arrangements, compensation
planning, and employee benefits. Mr.
Graham also has a background in fed
eral and state income taxation

and estate planning. He can be
reached at 212-251-5056 or
jgraham@segalco. com

Ron Chernow, January
8th, 2006 Opening
Keynote Speaker,

along with other essays, in a volume entitled The Death of the
Banker. This paperback original received superlative reviews from
The New York Times, The Wall Street Journal, and other leading
publications. In commenting on it, The New York Times said that
Mr. Chernow is "as elegant an architect of monumental histories as
we've seen in decades." The collection was selected as one of the
year's notable books by the paper.

A prominent author, lecturer, book
reviewer, essayist, and television and
radio commentator, Ron Chernow holds
honors degrees in English literature from
Yale College, where he graduated summa Paul Nadler, January 8th, 2006
cum laude, and from Cambridge
Keynote Speaker
University. His prolific career as a maga
Dr. Paul Nadler, economist and professor of
zine writer started in 1973 with a sensa
tional cover story on corruption in New York's Chinatown for New
business administration, has a unique style
of voicing his
York magazine. Between 1973 and 1982,
viewpoints on
he published sixty articles in twenty
national and regional publications, thir
the state of
teen of them cover stories. His cover
our nation's
economy. He
age of the labor movement earned him
The
next
AICPA
Personal
the Jack London Award for 1980.
intertwines
Financial Planning
his economic
From 1983 to 1986 Mr. Chernow served
Conference will be held on
statements
as a program officer at the Twentieth
with a come
January
8-11,
2006
at
the
Century Fund, a New York think tank,
dian's collection of jokes and stories to
Manchester Grand Hyatt in
where he supervised studies of American
produce lively economic sessions.
San Diego, CA
financial policy. His celebrated first book,
The House of Morgan, won the National
Nadler's professional background
Register online at www.cpa2biz.com
Book Award as 1990's best nonfiction
credits him as an economic and finan
Category Code: M02
book and the Ambassador Award for the
cial specialist. He received an A.B.
Registration Info: Early Bird Registration
year's most notable volume about
from Brown University, an M.A. from
Register by: 12/10/2005
American culture. Business Week, USA
the University of Wisconsin, and a
Member Price: $895.00
Today, and Entertainment Weekly listed it
Ph.D. from New York University. For
Non-Member Price: $1,095.00
among the top business books of 1990,
more than 30 years, he was a member
while the New York Public Library desig
of the faculty at Stonier Banking
Manchester Grand Hyatt
nated it as a Book to Remember. It was a
School.
Currently, he is a Professor
One Market Place
featured selection of the Book-of-theof
Finance
at Rutgers University
San Diego, CA 92101
Month Club, the History Book Club, the
Graduate
School
of Management,
Hotel Phone: (619) 232-1234
Fortune Book Club, and the Quality
where
he
won
the
Best Teacher
Hotel Reservations: (800) 633-7313 or
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award
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(619) 232-1234
one of the twenty best business books of
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Paul Nadler is a contributing editor for
the past twenty years. In the spring of
Hotel Reservation Cutoff Date:
The American Banker, The Secured
1999, the Modern Library selected The
December 9, 2005
Lender,
and The Commercial Lending
House of Morgan as one of the 100
Review.
He is the author of four books,
best nonfiction books published in the
including:
Commercial Banking in the
twentieth century.
Economy, Paul Nadler Writes About Banking, The Banking Jungle
(with Richard Miller), and The Financial Battlefield. Additionally, he
Mr. Chernow's second book, The Warburgs, won the George S.
has written more than 3,000 articles on banking and economics.
Eccles Prize for excellence in economic writing, given by the
Columbia Graduate School of Business. The American Library
Paul Nadler is a former director of Banking Schools for both IBM
Association gave it a Notable Book Award as one of the dozen best
and AT&T. Additionally, he has been an advisor to the Federal
books of 1993. Business Week listed it among the year's best busi
Reserve Board and Federal Reserve Bank of New Jersey, an
ness books while The New York Times ranked it among its notable
economic
consultant to several banks, a board member of two
biographies. The Spectator of London cited it as one of the best
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books published in Britain that year. It was a Featured Alternate
of the State of New Jersey Investment Council.
Selection of the Book-of-the-Month Club.
Dr. Nadler's economic talks deal with dead serious topics, spiced
In April 1997 Mr. Chernow delivered the Barbara Frum Memorial
with
humor and zest. The results: entertaining, thought
Lecture in Toronto, which was then published by Vintage Books,
provoking analyses on issues that affect us all.
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Fred Kofman, January 8th,
2006 Keynote Speaker
President and Chief Academic Officer, Axialent
Inc. Fred Kofman is
Axialent's co-founder
and President. An
extraordinary teacher
and well respected pro
fessional, Fred awak
ens people to act with
greater responsibility,
integrity and courage;
his ideas combine
philosophical depth
with practical applicability. He has developed and
taught programs in leadership, personal mastery,
team learning, organizational effectiveness, coach
ing for managers, and coaching for professional
coaches for more than 10,000 managers at numer
ous blue-chip companies.

Fred Kofman holds a PhD in economics from the
University of California at Berkeley, where he was
distinguished as outstanding instructor. He was
assistant professor of Management Accounting
and Control Systems at MIT's Sloan School
of Management, a senior researcher at the
Organizational Learning Center, where he worked
with Peter Senge, and founding member of the
Business Branch of the Integral Institute, where
he works with Ken Wilber.
Fred has led seminars in the U.S., Europe, South
America, and Asia and presented his research at
MIT's Sloan School, Harvard University's Economic
Department, Harvard Business School, the
University of Chicago, Northwestern University,
the University of California at Los Angeles and
Berkeley, The London School of Economics, the
University of Tel Aviv, Universidad de Barcelona,
Nanyang Technological Institute of Singapore,
Universidad de Buenos Aires, Instituto
Technologico de Buenos Aires, and Universidad
Francisco Marroquin. He also teaches in Naropa
University and the University of Notre Dame's
Executive MBA and nondegree executive
education programs.

His work has been published in The Fifth Discipline
Field Book, The Journal of Organizational Dynamics,
Management Science and Econometrica, earning him
prizes and international recognition. He is the author of
the trilogy Metamanagement and the audio program
Conscious Business.

Don Phillips,
January 10th,
2006 Keynote
Speaker
Don Phillips has been
a managing director of
Morningstar, Inc. since
2000. He is responsi
ble for corporate strat
egy, research, and
corporate communications. He has served on the
company's board of directors since August 1999.
Phillips joined Morningstar in 1986 as the compa
ny's first mutual fund analyst and soon became
editor of its flagship publication, Morningstar
Mutual Funds™, establishing the editorial voice for
which the company is best known. Phillips helped
to develop the Morningstar® Style Box™, the
Morningstar® Rating™, and other distinctive pro
prietary Morningstar innovations that have become
industry standards.
Journalists regularly turn to Phillips for his insight
on industry trends. Investment Advisor magazine
has named him to its list of the most influential
people in the financial planning industry. Financial
Planning magazine has named Phillips one of
the planning industry's "Movers & Shakers."
Registered Rep. has named him one of the
investment industry's 10 key players.
Phillips holds a bachelor's degree from the
University of Texas and a master's degree from
the University of Chicago.

Personal Financial Planning Section

PFS Holders Band Together to Grow Their Credential and Maximize Their
Presence in the Financial Planning Market

As part of a multifaceted campaign to raise aware
ness of the Personal Financial Specialist (PFS) cre
dential, the AICPA launched the PFS Recruitment
Challenge in July of this year. In this challenge,
current PFS credential holders are reaching out to
personal financial planners to make them aware of
the considerable value of holding the PFS creden
tial. Their message to personal financial planners
clearly is that the PFS credential is the preferred
credential for CPAs in financial planning and it
denotes a competent, trustworthy, and objective
financial planning advisor.
The AICPA and its PFS credential holders are
dedicated to growing the number of financial
planners holding the credential because of their
conviction that it is the only credential that
blends the skills of a CPA and a financial planner.
Consequently, they are demonstrating their dedi
cation to the credential by approaching financial
planners within their firms, at industry events,
and community organizations to persuade them
to join the community of PFS holders. The
increasing number of incentives for financial
planners to become a PFS includes greater

recognition in the marketplace, more referrals for
new business, distinction amongst their competi
tors, and inclusion in a community of other profi
cient CPA financial planners with whom they
can collaborate.

By participating in the PFS Recruitment
Challenge, PFS holders receive incentives in addi
tion to strengthening and growing their commu
nity. Successful recruiters receive invaluable
marketing support for their practice and an
opportunity to obtain a firm marketing makeover
(with a retail value of more than $7,500). PFS
credential holders are always seeking assistance
with promoting their PFP practices and hence
this challenge is rewarding PFS recruiters with
marketing tools over and beyond what it is
included in the PFS credential program. They will
receive an opportunity to showcase their PFP
practice on the PFP Web site for 30 days as well
as obtain an essential marketing guide published
by a leading marketing communications firm,
C0LC0MGR0UP Inc. (a $100 retail value).
The Challenge concludes on November 15, 2005,

so PFS recruiters are encouraged to reach out to
and follow up with as many PFS prospects as
they can so that ample time is allowed for the
prospect to submit their completed application
and corresponding paperwork. They can use
helpful recruitment tools from the PFP Web site
(www.aicpa.org/PFP) to communicate with
prospects. Also, they are encouraged to share
their own personal stories with prospects of how
the PFS credential augmented their
PFP practice.
PFS credential holders that recruit the most new
PFS holders will be announced at the annual
AICPA PFP Conference in January 2006. The
AICPA is excited about its PFS credential holders
working together to promote this unparalleled
credential for CPAs and is looking forward
to announcing the recruiting champions in the
months to come.
To learn more about this new program, visit the
PFP Web site at www.aicpa.org/PFP and follow
the link on the homepage to take the PFS

Recruitment Challenge.
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